Branches with a Chase Private Client waiting area will receive a copy of Jamie Dimon's letter to 
shareholders, ihe firm's Ait a I Work book, candy and a candy dish. The Wall Street Journal, Business 
Week, Town & Country and Conde Nasi Traveller will be delivered on a daily, weekly or monthly basis, 
depending on the publication. Please be sure to throw out old copies of the magazines or newspaper as 
new ones arrive, 

Arrange the items on your coffee table to make the waiting area more comfortable for clients. 





Description 


ePurchase Item No. 


How to order 








Leilei to shareholders 


CPCLETTER-0611 


See next page 


□ 


Art at work Book 


N/A 


Email LouAnn Wagner at 
iouann.wagnengiLliase.com 




Nfcr/ 

m 




BusinessWeek 


N/A 


Email LouAnn Wagner at 
lQuann.wagner@chase.com 






n 






The Wall Street Journal 


N/A 


Email LouAnn Wagner at 
louann.wagner@chase.com 










Town & Country 


N/A 


Email LouAnn Wagner at 
louan n .wagne r@chase.com 




< 


















Is 




Conde Nast Traveller 


N/A 


Email LouAnn Wagner at 
louann.wagner@chase.com 








6" carrington Bowl 


150790 


See next page 










Glitterati Fruit/Berry 
Candy 


146941 (1600 Pieces) 
145527 (4800 Pieces) 


See next page 
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You will receive Chase Private Client branded umbrellas, pens, piggy banks and money boxes. Gifts should be 
used as appropriate and reserved for special situations, not immediately given to clients when they upgradf 



Supplier: 

Scarborough & Tweed 


Description 


ePurchase Item No. 




CPC Gray Cap 


JP72 




CPC Gray Tote umbrella 


JP74 










CPC Titanium Rallci Uall Pen 


JP73 




CPC Silver Plated Piggy Bank 


JP71 



To reorder client gifts: 

1. Launch ePurchase 

2. In the 'Catalog' Keywords field, type 'Scarborough and Tweed' and hit 'Search' 

3. Open the Scarborough and Tweed catalog 
IMPORTANT: 

If you are unable to access the Scarborough & Tweed catalog, you will need to email the 
ePurchase help desk on Epurchase@jpmchase.com to request access. Inform the helpdesk that 
you are unable to view the Scarborough & Tweed catalog and ask them to submit a request to add 
the "US Non Branch" role to your profile. Once the request is processed, you will be able to view 
the catalog. 

4. In the Scarborough and Tweed website, select 'Chase Private Client' as the category 

Please note, you should only order Chase Private Client merchandise. Do not order f.P. Morgan 
branded gifts for clients. 

5. Select the gift you would like to order and hit 'Add to Cart' 

6. Enter the quantity you would like to order and hit 'Add to Cart' 

7. If all the information is correct, click 'Checkout' and place the order 
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WORKING YOUR BOOK 



o 



Targeting Your Book 










r ^ 
Working Your 
Book/ 
Referrals 


1 

Initial 
Appointment 1 


Upgrading 
Appointment 


1 

Investment I 
Appointments ■ 




•Conlact your existing 
book o[ business lo 
introduco your now 
role and the CPC 
Program 

■Pitch Ihe program to 
Banker Referrals 


•tlTlrodUBB lbs teem 

•Inlroduco/rolnlorce 
the benefits ol CPC 
(leverage Prospect 
Brochure and 
Fllpbooks) 

•Verify ollglblllty 

•Build interest 


• Gal deposit 
paperwork signed 

• Provide Welcome 
Kit/Rules and Regs. 


■Profile the client 

• Introduce the benefits 
of JPMorgan 
Investment Solutions 
(JPM Fllpbook) 

•Recommend a 
solution 

■Gel paperwork started 




J Get to YES! | 


| Get to KNOW! | 


| Get to COMMIT! 


■ Deepen | 

1 RELATIONSHIP! 1 
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CPC Calling Tips 

■ Prioritize and Organize your list 

Havs, nn organized call rist and way to easily track your names and slams 
Cold, warm, hoi progress and next steps 
' Keep your lltt dosn at all limes - great reminder and don't lose your momentum 
Share it wi|h your tr>ann and ask tor hBlp/oollaooratlon on How lo gel the appointinurn 

■ Prepare for your calls 

■ Research your oiianls 

Have i propnrcXSiTiiKusaou you are comfortable with 

Be direct una concise, Da clear about what is it is you want to accomplish 
* Get thn appointment 
Bo prepared lor various responses and how to react II you gel: 

■ The assistant or Ihu volcamall 

■ The prospect's volcamall 

■ The prospisci him/lieraell 

■ Clients on thn "Service Call Only" calling Nat 

■ Many of your eliflfiis have requested lo be called only tor service purposes 

■ Thoso elinnii can not be contacted lor sales or marketing opportunity 

■ To tnaura IhBse clients are being serviced according to their prolnrnncoa, a "Service Call Only" list 
is tmiitg created tor you 



uttM »*i«aii rtn *i 



Jane Doe (your qualifying client) 




Has $750,000 in Invsslrnenl assets with yon 
Curranlry Ins only -i SfnaH >$b.000 banking relntinnship 



■ WI19I would your approach be for your call to thti cllenl? 

■ Which benefits of the CPC Program would you (ecus on when speaking to the 
client? 

• What ob|ectlons might (his client havo and how would you resolve those 
objections? 



IHMI MIV4TI li 
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Inilial Appointment Checklist: Qualified Clients with Existing Advisor 
Relationship 



tinnl nl I riu AjijioinlFTiotil Homf om <• I l«t t..jn.>f ii>i nl Mw> jimrjinm , Inlrndurc \tw I cunt lint) (|u| Whs i i.. i ■ .1 





J Do . ■!• — A* art on , eliant - ti bunking habtit , goaia r» lolarfenca* tamtty, whal imvicm end b#naWi dc 


M CPC prewtda thai li '■■>)■■ lha chanl 


j D«wimirwihahm#ffarn#a/id«0antia tor lha app<*nlrrianlw!lhlh«iafemin Idvinca 




-t Oatvmina who wilt do what. whan. «r>d haw 




J Hahaarn 





*.ptx>trH»i«mKwy Poinla Ail*fq( I *wd« tlw wff n lntnwil 



J WifcO^lhaeHtni - Iham ■! honl d«k, cHfhi ■ brnwAga and lout ut Uie CPC- ipico (if applT n|iln] 

" • i i ■ ' lh* i «•< < T'x IntlOA* 

J tntioaucntf-n mafnbafi llio t#*m 

-J Introduc* ChWI 10 lha t*im in a rwuii fuhian. liuiltkiiQup itpput 
i 0*1 in know ih« diani balta* - aak quMtiont and lulan to Ktenirty !l n bwitlna ihii b*a< -u>' lha cltahl ■ _■»«■-■ notta 
J EaplMlnin* plOtfarnbandili 

-J Ufa lha ll»pboohlo open Ihacanuariaiiun jmO iijanllfy opportunist* 
J Varlfy lha cltanl t undafhlandmy of tha dtfltlna fend how 111 ay *'* «| pli ■ " I" Horn 
J Sign docum Million to aniaf lha program 



AnpomlrmtM Documentation 




Neln 


J CPC Fl.pbook 

J WttcomaKlt 

-J Upgtatjirtg dwumtnliitlon 

_i InuulingwilhJP Mufgan Clipbook 

J CPC b' fended II ■nonary wrtn maaiag* and huaihaaa BM da 

J CPC VVaoana 







ih»»i fat«r»M lefajf 



Initial Appointment Checklist: Non-Qiiali!ied Clients with Existing Advisor Relationship 

l4HI.|l,;iJ.^|jff«W>.«IIMM^ .l|.).|„l„Hllff,ll..,l.l||,|.||,!.ll,l, . 1 I -TM 



J D yOUl I'umnw'jfh 0<| yuUI CllMll H1*H* banking tlabrll. gn*Jl Hlk tdltra/KM IftiMy wN.11 ».ir«.L0« .ifid tmr.nl. I* tld-. f.| i : pn-vi;!.' Inn' ti..i.rrtil f-.< •. .ini 

■l Oaiaiminttht tim* ifvne and aganria lot ih* AnpninirmtM wittt iiic tf im In advaiwa 

j Dalatmina who will do what,, whafi and how 

J ftanaatta 



An IK-yt',,,,^ A.i«...» 1-ort.ttv.Ai^-,, otrn.nl 


J Waktarnitha chant - ma«t lham at Itont <w* oHar t bavarag* and lout J ma CPC apaca |* ftpphciMa) 




-J Guild Rapport - &har* lha aganda. %wi •xparialmria 




J Inltoducalha mimfaMi ■->> In* (mj» 




J Inlroducapfotpacl tothalaam in feCMuaMuhioo building up rauptxl 




1 Gal loknnwtha clwnlbflllai - Jtk quails l arid lialan ItHUanlily Ilia tianahu th nl btal aurl lha dianl, lahani/al 




-i Eaplalnfhiptutfiimbaiialnt 




J Ufffthallipttnnkin opin Ihi conwarmlinn Jiiij hfoftttlV Qfr|>ulloOil>g| 





Vatrfy lha cliKit ■ undvilfendlflgorilia] bMlflU l/idhow lhay appltcwta lotham 

J Alk Wlryhavinl yo« ti* udy bioyghl »a* mu* y ,i U ' attaii lu Cniaa"'" to utn-ova* ubiiftBntJfert** o< f«*-<« 
J Eipiam lha prngrim taqui'amanti 

J DaltmlM • plan {la«uoutg durtngina hral 00 daya) lo biing in mo<« aaj«a to lhay ctn «A»oy ■'>• btntfil* of tha (Mppfll 
J Upot'dianl conatnr. compialaanfoilmanl 



*4Jpoirrtm#rti OocUfnanlation 






J CPC ' i>i >y 

.1 InvHimgwrih JP Mo/gmn FlipbOC* 
J Watcona Kit <> ■• M uitdl 

J n(- ji .i ii' i k~ ■ ■•' (m>y no* b« uaad) 

J CPC >-•■>' m<! Klaliorary wilh maalcgv Snd'tiuflnMl Cfeld* 
J CPC Wabiila/Pfiupacl Brochur* 







f H«M P"IV«H I l 111 
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What If a Prospect/Client Sayb No 

■ Be persislonl lo t|iil lo yes 

• Uncovoi iho objections and provide solutions 



■ A client wlio lo persistent in saying No" must tie removed from Ihe CPC conlacl lists lo avoid II ki following 
negative cllsnl experiences : 

• Repeated solicitation liy PBl (Gold Box) 

■ ConlinuniJ phone calls Imm CPC Bankers (a:. Gonial I M inagiu .r.'i<|nm->nt does not ch.ii i v i 

• F.nluio lo |)iovide them with oilier oilers, Ihey may bn nltuihle lot iNew Premier, Pre-qualtliud -n«iii 
Cllld. etc.) 

• Client will nol be reassigned lo an advisor or banker who is betler suited lo tnool ihoir needs 

• To document a clionl wl io has doodad lo Decision out ol CPC 

• Record the rail rficord in Contact Manager 

• Provide Ihn lollowing clienl inlormnllon lo Ihe CPC Banket (only leam membei wilh access I 

• Clients name 

• Client's ECI» 

■ Reason Ira Decision (nol interested or nol eligible 

• Tlio i lionl's npl-oul reason will be enleied by Iho hankie via the Submit CPC Decision link on FSO 

Clpirti Pntvttt cufvi 



W«MngV«ir n lnm*J 
BiHM FW»ct*Ii I Appointment 



Upgrading Appointment, if required 



Preparation 



Prepare upgrading materials. Including banking folilot and lorms 



Appointment - Conducted by Private Client Banker & Advisor 



■ Deepen understanding ol ctlftnfs financial life 

■ Capture key information; cllunt signs upgrading paperwork 

■ Set expectations tor servicos now CPC client can expeel 

■ Advisor typically discusses investment options, OMNI product:; 



Next Steps 



Schedule tnllow-up call/nppuinlrritml; enter in Contact Manager 
Onboard client (Banker or Specialist will handle this step) 



'■■ ,■■ -.1 ■■■■■■ -i 



II IUMI 

va 
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Scenario B 


Speaking Points 


2. Client with 

Advisor Relationship 

And 

does not Qualify for 
CPC based on assets 
currently at Chase 

(Has less than $100k 
in investments but 
believed to have 
sufficient assets at 
another bank) 


• 1 am calling to let you know that 1 am becoming a J.P. Morgan Private Client Advisor and 1 am now in the private offices 
of Chase Private Client at <ADDRESS>. In my new role, we will continue to work together. 

• 1 would also like to introduce you to the Private Client Banker available to support you with your banking needs 
« His/her name is <CPC BANKER FULL NAME> 

• 1 would be happy to give you our full contact information now, or 1 can mail it to you if you prefer 

• Feel free to reach out to either one of us if you need anything regarding your investing or banking relationship 

• Do you have any questions 1 could answer today? 



Chase Private Client is part of a firm with a proud history. 



For more than 160 years, our firm has provided clients with consistent and innovative advice and solutions. From our earliest 
days, we have contributed to business, our communities, and to economic growth. We have shown leadership during times of 
financial crisis. This experience puts us in a unique position to help you realize your financial goals. 



1799 

The Manhattan 
Company ts chartered 




1848 

The Waterbuiy Bank 
opens, a predecessor 
of Ae Chase 
Man rattan Bank 




1895 

J Pierponl Morgan & 
Secomes senior 
Banner The New York 
firm i , renamed 
J P Moroar 4 Co 





~1 





1915 

During WW 
J P Morgan arranges 
trie biggest 'oreign loan 
m Wail Street history - 
a S500 million dollar 
Anglo/French loan 



1947 

Gives 56.5 million to 
the United Nations to 
purchase th« 1 7-acre 
property ror the 
organization s head- 
quarters m Manhattan 




1955 

Cnase National Bank 
merges with The B3nk 
or the Manhattan 
Company to form 
Chase Manrattan Bank 




1996 

Jointly leads the first 
"century' bond tor a 
I tw w ig n sorrower 
a 100-year. $100 
million sssue tor the 
Peoote s Republic of 
Chna - as well as a 
$1 tilhcn Eurobond 



The Chemical Bank 
is established 



1824 




1893 



J.P Morgan rs 
financier of U.S. 




mil B (lii^ 
"X. - 

1906 



J P Morgan is central 
to the creafcon 
ofU.S Steel, GE 
and AT&T 




1929 

Two Ohio banlung 
insi luhoris T>erg€ 
: . N,.['. 
Bank & Trust, a 
predecessor ol 
Sank One 




1968 

Launches Eurociear 
a system mat urovioes 
kx the orderly setse- 
ment of transactior.s 
m Eurobonds 




1980 



i nrr* 
1 AQirSt 
(H&O) takes Apple 
Compurer puct<" 



2008 



Plays an important 
role in herpng 
manage the credit 
crisis through the 
acquisition ol 
Sear Steams 



.of helping our clients for more than 160 years. 



